

























































































A complete list of all the features that appeared in 
Sales & Marketing Management in 1982, 
including those in S&MM’s Surveys, Special Reports, 
and Special Sections; also, S&MM Short Takes, 
Barometers, Marketgraphs, Salesgraphs, Departments, 
and Reader's Postscripts. This index does not include 
S&MM's Significant Trends or Newsletters. 
Compiled by S&MM librarian Richard Kern. 














Key to abbreviations: 





Advertising 

Teledyne Laars Warms Up to Consumers 
Mar. 15, p. 14 

Bad Times Are Good for National Ads 
Mar. 15, p. 17 

Truckers Are People Too. July 5, p. 13 

More Ads for Arms. July 5, p. 36 

It's No Time to Get Cute. Aug. 16, p. 22 

Watch Those Ad Dollars. Sept. 13, p. 28 

A Clear Case for Making It Simple 
Sept. 13, p. 70 

The Face behind the Bathroom Mirror 
Nov. 15, p. 82 


Advertising—Campaigns 

Super 8 Takes Its Ads on the Road— 
Literally. Feb. 8, p. 16 

Baseball's Creative Swing. Apr. 5, p. 15 

Republic Steel Brings Salespeople and 
Customers Together. Apr. 26, p. 42 

Dart Hits Its Mark. May 17, p. 29 

Hawaiian Punch Turns Bubbly. June 7, 
p. 14 

Head-to-Head Competition. June 7, p. 15 

Jovan Offers a Hi-Tech Tan. June 7, p. 23 

How Wreaths Can Grow on Trees 
Sept. 13, p. 32 

Budweiser: Its Surreal Thing. Oct. 11, 
p. 14. 

Ricoh Seeks an Identity for Itself. Nov. 15, 
p. 42. 


Advertising—Cooperative 

Three Tips for Putting Together a Supplier- 
Controlied Co-op Program. Feb. 8, p. 88. 

Food Marketers Get a Deal. Mar. 15, p. 21 

How to Keep Retailers from Complaining 
That All Your Co-op Ads Look Alike 

Apr. 5, p. 135. 
Cooperative Advertising: Just the Weapon 
for a Tough Fight. SS, May 17, p. 61 
Highlights of S&MM's Survey on Coop- 
erative Advertising 

Co-op Gets Building Products into Con- 
sumer’s Homes. 

At Last, a New Definition for Co-op 

College Newspapers Hold Plenty of Poten- 
tial for Co-op Budget Ads. June 7, p. 77 

Why Setting Up a Co-op Budget Is More an 
Art Than a Science. Aug. 16, p. 65 


SR Special Report 
SS Special Section 


There's No Reason for Retailers to Shy 
Away from Broadcast Co-op. Oct. 11, 
p. 120 

Outdoor Advertising Is Finally Getting Its 
Fair Share of the Co-op Dollar. Dec. 6, 
p. 64 


Advertising—industrial 
Industrial Advertising: The Focus Gets 
Sharper. SS, Apr. 26, p. 37. 
Republic Steel Brings Salespeople and 
Customers Together 
Headlong into the Electronic Future 
Radix Is Wired Up for Selling. July 5, p.13. 
Hard Sell for Machine Tools. Oct. 11, p. 15. 
Ft. Worth Steel Makes Changes Pay Off. 
Oct. 11, p. 22 


Advertising—Media 

Three Tips for Putting Together a Supplier- 
Controlled Co-op Program. Feb. 8, p. 88. 

Seeing Is Believing. Nov. 15, p. 30 


Apparel 

Lingerie Adds a Touch of Class. July 5, 
p. 22 

Etonic Alters the Imprint of Its Selling. 
Oct. 11, p. 15 

Italian Shoes on the March. Nov. 15, p. 26 


Audiovisual 
Audiovisual: Show and Sell Smart. SS, 
Jan. 18, p. 61 
Whatever the Product, AV Sheds Light 
on the Sales Message. 
GM Looks to Videodiscs for Sales Train- 
ing. 
Audiovisual Products and Accessories. 
3D Gives New Depth to AVL. Mar. 15, 
p. 21 
A Show of New and Welcome Faces. 
Mar. 15, p. 28 
Togetherness Is a Video Room. Sept. 13, 
0. 28 


Automation 

Trying to Cope When Orders Are Too 
Good. Feb. 8, p. 10 

Libraries Are Good for What AILS You. 
Aug. 16, p. 23. 


Automobiles 

Enter Mitsubishi. Feb. 8, p. 11. 

Chrysler Lands Fleet First. Apr. 5, p. 14. 

Fleet Managers Get New Respect. June 7, 
p. 18. 

Buy a Truck Instead? July 5, p. 12. 

Spare Parts Keep Sealed Power Going 
Sept. 13, p. 16. 

Fleet Cars 1983: Riding the Bottom Line. 
SS, Oct. 11, p. 77. 
Objective: Strike the Right Balance. 
Suppliers Adjust Their Sales Focus. 
Watching the Used-Car Market Pays Off 

in Lower Costs. 


Awards 
S&MM’'s Annual Awards Issue: Jan. 18, 
Amigo Sales 
Armstrong Rubber 
Chipwich 
Copperweld 
Datapoint 
Gap Stores 
Gillette 
Ideal Toy (Rubik's Cube) 
Kinder-Care Learning Centers 
Magic Chef 
MCI Communications 
Oakite Products 
Payless Cashways 
Pulsar Time 
Scientific-Atlanta 
Scripto 
Sony (Walkman) 
Storage Technology 
Wal-Mart Stores 
Wang Laboratories 
Business Executives’ Dining Awards. 
Jan. 18, p. 83. 

Honor Roll of Companies Cited by Maga- 
zines and Associations. Jan. 18, p. 91 
Winners in S&MM's Selling with Data Con- 

test. Apr. 5, p. 30. 


Book Publishing 

Bought a Good Book Lately? May 17, 
p. 31. 

Silhouette Casts a Long Shadow. Dec. 6, 
p. 18. 





Canada 

Canadian Survey of Buying Power. July 26, 
p. D-1. 

Canadian Metropolitan Market Projections 
to 1986. Oct. 25, p. 163. 


Communication 

Putthe Touch on Customers. June 7, p. 26. 

Westclox Works Magic with Rondo, the 
Communicagician. July 5, p. 64. 

When Your Salespeople Get a Shot at the 
Top Man, Don't Let Them Get Shot 
Down. July 5, p. 102. 

Lighten Up That Presentation! Aug. 16, 
p. 40 


Companies (See also Awards) 

Air Products: Why Air Products Has a Chip 
on Its Shoulder. Nov. 15, p. 75. 

Airco: Why Decisions Come Quicker at 
Airco. Dec. 6, p. 56. 

AT&T's Sleeper: Retailing. May 17, p. 23. 

Anheuser-Busch: Budweiser: Its Surreal 
Thing. Oct. 11, p. 13. 

Bearings, Inc.: A Change of Bearings. 
Mar. 15, p. 15. 

Beech-Nut Reborn. Dec. 6, p. 26. 

Burroughs and DEC Mind the Store 
June 7, p. 14. 

Cambridge Plan Shares Health, Gets 
Wealth. Dec. 6, p. 12. 

Chrysler Lands Fleet First. Apr. 5, p. 14. 

Corning: Something New under the Sun 
July 5, p. 24. 

Curtis Launches Its Battle Plan. Apr. 5, 
p. 102 

Cyclonaire: Incentives: How Cyclonaire 
Keeps Its Reps Guessing and Selling. 
June 7, p. 45. 

David's Cookies Sells by Smell. Aug. 16, 
p. 35 

DEC Goes On-Line at Show Time. Feb. 8, 
p. 80 

DEC: Burroughs and DEC Mind the Store. 
June 7, p. 14. 

Dow Jones Is on the Air. July 5, p. 19. 

Emerson Radio Corp.: Emerson Aims for 
the Heart. Apr. 5, p. 14. 

Etonic Alters the Imprint of Its Selling. 
Oct. 11, p. 15. 

Firestone Hits the Roof. Dec. 6, p. 19. 

Ft. Worth Steel Makes Changes Pay Off 
et. 11,9. 22. 

Fram Keeps the Baill Rolling with Laughter. 
July 5, p. 81. 

Fuji Sells Film P&G-Style. July 5, p. 15. 

General Electric: GE Sets Its Site with a 
Computer. July 5, p. 94. 

General Electric: GE Posts a Sentry to 
Give Customers Better Service. Dec. 6, 
p. 46 

General Motors: GM Looks to Videodiscs 
for Sales Training. Jan. 18, p. 73. 

Grainger: Why Grainger Salespeople 
Sleep Less. Sept. 13, p. 15. 

Hallmark: Tales of Licensing by Hallmark. 
July 5, p. 33. 

Henri’s Gives Kraft a Dressing Down. 
Nov. 15, p. 12. 

Hope Races to a Photo Finish. Nov. 15, 
p. 26. 

House of Fabrics: Mr. Sofro Sews It Up. 
Nov. 15, p. 86. 

Hunt Chemical’s Warfare. Sept. 13, p. 43. 

Hyster Lifts the Stakes. Nov. 15, p. 53. 

IXO Starts at the Top. June 7, p. 20. 

Jovan Offers a Hi-Tech Tan. June 7, p. 23. 


Kaiser Aluminum Breaks a Mold. May 17, 


Kraft Trims Its Food Service. Sept. 13, 
p. 31. 

Mec-O-Matic: They Don't Say ‘Quota’ at 
Mec-O-Matic. June 7, p. 50. 

Minolta Mails Less, Sells More. May 17, 
BS. Zt. 

Mobile Chemical Wins a Race against Re- 
cession. Apr. 5, p. 84. 

Nestle Provides Food for Thought. Aug. 16, 
p. 23. 

Ocean Spray: Scanners Juice Up Ocean 
Spray’s Test. Mar. 15, p. 80 

Odyssey’s $1 Million Exhibit. Feb. 8, p. 76. 

Ortho Sells by the Book. Oct. 11, p. 14. 

Pan Am’s New Marketing Duo. May 17, 
p. 20. 

Paragon: Crime Sells for Paragon. Mar. 15, 
p. 21. 

Pilot Pen Corp.: Feedback Keeps Pilot on 
Course. Nov. 15, p. 107. 

Pitney Bowes Sends in the Specialty 
Team. Aug. 16, p. 25. 

Radix Is Wired Up for Selling. July 5, p. 13. 

Remmele Engineers a Drive for Reps. 
June 7, p. 15. 
Republic Stee! Brings Salespeople and 
Customers Togeiner. Apr. 26, p. 42. 
Ricoh Seeks an Identity for itself. Nov. 15, 
p. 12. 

Safeway Says, Bon Appétit! Mar. 15, p. 15. 

Sealed Power: Spare Parts Keep Sealed 
Power Going. Sept. 13, p. 16. 

Sportcraft’s New Look Is a Hit. Oct. 11, 
p. 26. 

Standard Register Sells in Top Form. 
Oct. 11, p. 49. 

Stanley’s Year-Round Sales Tool. Apr. 5, 
p. 94. 

Stryker Builds the Line. Dec. 6, p. 12. 

Teledyne Laars Warms Up to Consumers. 
Mar. 15, p. 14. 

Toyota Sells Parts with Perks. Sept. 13, 
p. 106. 

Transart Refines the Art of Incentives. 
Sept. 13, p. 120. 

Vetco Gets the Big Picture. Feb. 8, p. 82. 

William Barry Stages a Stylish Meeting. 
Nov. 15, p. 138 

Windsurfing International: ‘Surf's Up’ for 
Boardsailing. Aug. 16, p. 25. 

Xerox: Tryingto Duplicate Success. Feb. 8, 
p. 24. 


Compensation 

Tightening Up on Marketer's Pay. Feb. 8, 
p. 31. 

S&MM's 1982 Survey of Selling Costs. 
Feb. 22, p. 69. 

Agency Salespeople: Better Paid than 
Most. June 7, p. 64. 

Make That Sales Contest Part of Your 
Regular Compensation Plan. June 7, 
p. 88. 

National Account Managers tothe Rescue. 
Aug. 16, p. 30. 

S&MM's Annual Survey of Executive Com- 
pensation. Oct. 11, p. 56. 


Computers 

Taping the Source. Feb. 8, p. 14. 

DEC Goes On-Line at Show Time. Feb. 8, 
p. 80 

To Quote Trans-Matic. ... Apr. 5, p. 14. 

Philips Wants in the Club. Apr. 5, p. 22. 


t 


Headlong into the Electronic Future. 
Apr. 26, p. 48. 

Gamesmanship in Computer Terminals. 
May 17, p. 21. 

All's Sell in ComputerLand. May 17, p. 40. 

Burroughs and DEC Mind the Store. 
June 7, p. 14. 

IXO Starts at the Top. June 7, p. 20. 

Tomorrow's Rep Agencies Today: Rathe 
Associates. June 7, p. 59. 

When You're Late, You'd Better Be Better. 
July 5, p. 24. 

GE Sets Its Site with a Computer. July 5, 
p. 94. 

Libraries Are Good for What AILS You. 
Aug. 16, p. 23. 

Why Not Ask the Customer? Sept. 13, 
p. 34. 

A Quick Way to Swap Surpluses. Oct. 11, 
p. 17. 

Insurers Wire Their Agents into Comput- 
ers. Oct. 11, p. 18. 

Say It by E-COM. Dec. 6, p. 13. 

First, You Sell Your Dealers. Dec. 6, p. 20 

The Computer in Marketing: Selling Meets 
the Electronic Age. SS, Dec. 6, p. 45. 
GE Posts a Sentry to Give Customers 

Better Service. 
The Sales Force Gets a Helping Hand. 
Why Decisions Come Quicker at Airco. 
Computerized Learning Strikes Home. 
Directory of Sales and Marketing Appli- 
cations Software 

Vendor Directory. 


Cooperative Advertising (See 
Advertising—Cooperative) 


Cosmetics Industry 

Does He or Doesn't He? Apr. 5, p. 28. 

Avon, You've Looked Better. Apr. 5, p. 52. 

The Preening of Mr. America. Sept. 13, 
p. 67. 


Customer Service & Customer 
Relations 

Nestle Provides Food for Thought. Aug. 16, 
p. 23. 

What to Do with the Sales Force When 
Most of Your Products Sell Themselves. 
Sept. 13, p. 150. 

Standard Register Sells in Top Form. 
Oct. 11, p. 49. 

GE Posts a Sentry to Give Customers Bet- 
ter Service. Dec. 6, p. 46. 


Direct Marketing & Direct Mail 

Radix Is Wired Up for Selling. July 5, p. 13. 

Playing Politics by Mail. July 5, p. 44. 

Catalogues GetDowntoBusiness-to-Busi- 
ness. Nov. 15, p. 57. 


Distribution 

Burroughs and DEC Mind the Store. 
June 7, p. 14. 

Distributors Meet Their Makers. July 5, 
p. 22. 

Kraft Trims Its Food Service. Sept. 13, 
p. 37. 

Stryker Builds the Line. Dec. 6, p. 12. 

The Big Beer-Bill Battle. Dec. 6, p. 13. 


Economics & the Economy 

Letter from Ohio. May 17, p. 48. 

Letter from lowa. July 5, p. 47. 

When the Tough Get Going. Aug. 16, p. 12. 





Steelmakers’ New Headache, Courtesy of 
GM. Sept. 13, p. 14. 

Some Decide to Pull in Their Horns. 
Sept. 13, p. 15 

Why Grainger Salespeople Sleep Less 
Sept. 13, p. 15 

Eight Who Switched to Selling—Thanks to 
Hard Times. Sept. 13, p. 47 

Sputtering into Recovery. Nov. 15, p. 22 


Electronics 
Odyssey’s $1 Million Exhibit. Feb. 8, p. 76 
Jeepers, Beepers! Mar. 15, p. 50 
Headlong into the Electronic Future 
Apr. 26, p. 48 
The Computer in Marketing: Selling Meets 
the Electronic Age. SS, Dec. 6, p. 45 
GE Posts a Sentry to Give Customers 
Better Service 
The Sales Force Gets a Helping Hand 
Why Decisions Come Quicker at Airco 
Computerized Learning Strikes Home 
Directory of Sales and Marketing Appli- 
cations Software 
Vendor Directory 


Food & Beverage 

Business Executives’ Dining Awards 
Jan. 18, p. 83 

Rich Finds a New Way to Play it Cold 
Feb. 8, p. 16 

Pepperidge Farm Opens a Deli. Mar. 15 
p. 24 

Crazy for El Pollo Loco. Apr. 5, p. 24 

Stouffer Heeds Dieters’ Cries. Apr.5,p. 26 

Around the World in 432 Tastes. May 17, 
p. 29 

Will Shasta Foil Them Ali? June 7, p. 20 

Pizza Time Goes to School, June 7, p. 24 

S&MM Spends a Day in the Field with a 
Food Broker. June 7, p. 54 

David's Cookies Sells by Smell. Aug. 16 
p. 35 

Kraft Frims Its Food Service. Sept. 13 
p. 31 

Budweiser: Its Surreal Thing. Oct. 11 
p. 14 

Henri’s Gives Kraft a Dressing Down 
Nov. 15, p. 12 

The Big Peer-Bill Battle. Dec. 6, p. 13 

Fast or Fancy? Dec. 6, p. 16 

Beech-Nut Reborn. Dec. 6, p. 26 


Government 

A Salesperson’s (Tax) Home Is His Territo- 
ry. Feb. 8, p. 12 

Read a Good Government Report Lately? 
Feb. 8, p. 29 

Letter from Washington. Mar. 15, p. 43 

Getting Tough with Sales Seminars. Apr. 5, 
p. 17 

Foaming over Beer Prices. May 17, p. 24 

Who Is to Guard the Guards? July 5, p. 20 

Sudden Death for Data. July 5, p. 38 

A Storm Brews over Retail Price Control 
Oct. 11, p. 14 

Keeping Up with the Joneses. Nov. 15, 
p. 13 

ETCs—A Break for Exporters. Nov. 15, 
p. 13 


Household Products & Furnishings 

Mirro Changes the Recipe. Feb. 8, p. 13. 

Aluminum Gets Foiled. Feb. 8, p. 14. 

Where There’s Smoke, There's a Pros- 
pect. Apr. 5, p. 65. 

Itching for More Business. May 17, p. 26 


Super Glue’s Fast Clip. Aug. 16, p. 15. 
From the Mouths of Babes. Aug. 16, p. 20. 


incentives (See also Motivation) 
Keebler’s Cookie Cottage. Feb. 8, p. 12 
West Coast Market Grows. Mar. 15. p. 26. 
Break through with Incentives! SS, Apr. 5, 
p. 71 
Something for Everyone—and More of 
it. (Survey Results) 
Mobil Chemical Wins a Race against 
Recession 
Stanley's Year-Round Sales Tool 
Curtis Launches Its Battle Plan 
The Psychology of Noncash Incentives 
Incentives Vs. the IRS 
When Times Are Bad, You Push Harder 
June 7, p. 17 
Incentives: How Cyclonaire Keeps Its Reps 
Guessing and Selling. June 7, p. 45 
Give Incentive Plans an Edge. SS, 
Sept. 13, p. 81 
Know the Fine Points 
Keeping the Bugs out of Your Incentive 
Program 
Toyota Sells Parts with Perks 
Give Your Plan a Goal 
Transart Refines the Art of Incentives 
It Pays to Keep Pace with the Yen and 
the Peso 
The Rage over January. Nov. 15, p 
A Cheap Incentive Is No Incentive 
Nov. 15, p. 15 
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Industrial (See Advertising 
—industrial, Marketing—Iindustrial) 


international 
Letter from Singapore. Apr. 5, p. 60. 
California's New Gold Fever. May 17, 
p. 43 
Asian-Americans: A Market to Watch and 
Woo. June 7, p. 71 
ETCs—A Break for Exporters. Nov. 15 
p. 13 


Jaundiced Eye 
Olid Sawbones’ Soft Sell. Feb. 8, p. 66 
Mother-in-Law Saves the Sale. Mar. 15, 
p. 42 
No Thank You, Mr. President. Apr. 5, p. 26 
Uncle Sam's BeSt Product. May 17, p. 24 
For Food Brokers, the Consignment 
Comes before the Egg. June 7, p. 47 
Meeting the Issue. July 5, p. 58 
Readers Ask, Who Is Jim Lavenson? 
Aug. 16, p. 39 
Reach Out—and Touch Someone? 
Sept. 13, p. 76 
Just the Ticket for a Sale. Oct. 11, p. 20 
Give it the Old College Try. Nov. 15, p. 80 
A Passionate Sell for J.H.L. Dec. 6, p. 79 


Legal 

Foaming over Beer Prices. May 17, p. 24. 

Who Is to Guard the Guards? July 5, p. 20. 

Competitor See, Competitor Do. Aug. 16, 
p. 20 

A Tax Bill That's Good News for Sales. 
Sept. 13, p. 26 

A Storm Brews over Retail Price Control. 
Oct. 11, p. 14 

Keeping Legal. Oct. 11, 0. 53. 

Keeping Up with the Joneses. Nov. 15, 
p. 13. 

A New Look at Liability. Nov. 15, p. 26 


Who's Afraid of the Taxman? Nov. 15, 
p. 92. 
The Big Beer-Bill Battle. Dec. 6, p.13. 


Licensing 
Tales of Licensing by Hallmark. July 5, 
p. 33. 


Management (See Marketing 
Management, Sales Management) 


Manufacturers’ Representatives 
Remmele Engineers a Drive For Reps. 
June 7, p. 15 
Selling through Independent Reps: Getting 
Them to Work For You. SR, June 7, 
p. 35 
Suddenly, an Urge to Boost Their Poten- 
tial. 
Highlights of S&MM’s Exclusive Survey. 
Using Independent Reps: Why Now? 
Incentives: How Cyclonaire Keeps Its 
Reps Guessing and Selling. 
A ‘Safe Harbor’ with Risks 
For Food Brokers, the Consignment 
Comes before the Egg. 
MANA’s Gibbons Points a Finger. 
They Don’t Say ‘Quota’ at Mec-O-Matic. 
A Progress Report: There Is No Prog- 
ress. 
A Searcher's Guide to Finding the Right 
Rep 
S&MM Spends a Day in the Field with a 
Food Broker 
For a ‘Hybrid’ Sales Force, Plant the 
Seeds Early. 
Tomorrow's Rep Agencies Today: Rathe 
Associates. 
How to Sell the Rep Who Doesn't Want 
You 
Agency Salespeople: Better Paid Than 
Most 
For Further Reference, a Selected Bibli- 
ography 
Use a Meeting to Get Reps on Your Side. 
July 5, p. 73 
SciSys Scores with Its First National Meet- 
ing. July 5, p. 87 
A Tax Bill That's Good News for Sales. 
Sept. 13, p. 26 


Marketing 

AT&T & IBM: Where to Now ? Feb. 8, p. 11. 

Trying to Duplicate Success (at Xerox). 
Feb. 8, p. 24 

New Erain Drug Marketing. Mar. 15, p. 37. 

Mervyn’s Hits the Sales Trail. Mar. 15, 
p. 41 

Marketing Goes P-O-P. Mar. 15, p. 46 

Baseball's Creative Swing. Apr. 5, p. 15. 

For Information Marketers, Some Options. 
Apr. 5, p. 18 

Minolta Mails Less, Sells More. May 17, 
p. 21. 

NoSalt Spices the Salt Market. May 17, 
oe. 

Bought a Good Book Lately? May 17, p. 31. 

Selling Is Child's Play. May 17, p. 38. 

All’s Sell in ComputerLand. May 17, p. 40. 

California’s New Goid Fever. May 17, p. 
43. 

Fuji Sells Film P&G-Style. July 5, p. 15. 

Tales of Licensing by Hallmark. July 5, 
p. 33. 

More Ads for Arms. July 5, p. 36. 

When the Tough Get Going. Aug. 16, 
p. 12. 





David's Cookies Selis by Smell. Aug. 16, 
p. 35. 

Selling Like There’s No Tomorrow. Aug. 
16, p. 37. 

A Used-House Lot? Sept. 13, p. 14. 

How Wreaths Can Grow on Trees. 
Sept. 13, p. 32. 

Security: Hired Guns, Inc. Sept. 13, p. 50. 

A Small Part of Marketing Dies. Oct. 11, 
p. 72 

Ricoh Seeks an Identity for Itself. Nov. 15, 
p. 12 

Italian Shoes on the March. Nov. 15, p. 26. 

Skip Shark’s Alarming Giveways. Dec. 6, 
p. 40 


Marketing Management 
(See also Sales Management) 
Avon, You've Looked Better. Apr. 5, p. 52. 
Pan Am’s New Marketing Duo. May 17, 
p. 20 
Selling through Independent Reps: 
Getting Them to Work for You. SR, 
June 7, p. 35. 
Suddenly, an Urge to Boost Their Poten- 
tial 
Highlights of S&MM’s Exclusive Survey. 
Using Independent Reps: Why Now? 
Incentives: How Cyclonaire Keeps Its 
Reps Guessing and Selling. 
A ‘Safe Harbor’ With Risks 
For Food Brokers, the Consignment 
Comes before the Egg. 
MANA's Gibbons Points a Finger. 
They Don't Say ‘Quota’ at Mec-O-Matic. 
A Progress Report: There Is No Pro- 
gress 
A Searcher’s Guide to Finding the Right 
Rep 
S&MM Spends a Day in the Field with a 
Food Broker 
For a ‘Hybrid’ Sales Force, Piant the 
Seeds Early 
Tomorrow's Rep Agencies Today: Rathe 
Associates 
How to Sell the Rep Who Doesn't Want 
You 
Agency Salespeople: Better Paid Than 
Most 
For Further Reference, a Selected Bibli- 
ography. 
National Account Managers tothe Rescue. 
Aug. 16, p. 30. 
Hunt Chemical’s Warfare. Sept. 13, p. 43. 
Another Myth about Services Bites the 
Dust. Oct. 11, p. 23. 
Standard Register Sells in Top Form. 
Oct. 11, p. 49. 
Hope Races to a Photo Finish. Nov. 15, 
p. 26 
The Computer in Marketing: Selling Meets 
the Electronic Age. SS, Dec. 6, p. 45. 
GE Posts a Sentry to Give Customers 
Better Service. 
The Sales Force Gets a Helping Hand. 
Why Decisions Come Quicker at Airco. 
Computerized Learning Strikes Home. 
Directory of Sales and Marketing Appli- 
cations Software. 
Vendor Directory. 


Marketing Research 

For Information Marketers, Some Options. 
Apr. 5, p. 18. 

A Searcher’s Guide to Finding the Right 
Rep. June 7, p. 52. 


Truckers Are People Too. July 5, p. 13. 

When a Marketer Needs a Pian. July 26, 
p. A-1. 

Why Not Ask the Customer? Sept. 13, 
p. 34. 

A Clear Case for Making It Simple. Sept. 
13, p. 70. 

Hyster Lifts the Stakes. Nov. 15, p. 53. 

Find Marketing Data Fast! Dec. 6, p. 32. 

Directory of Sales and Marketing Applica- 
tions Software. Dec. 6, p. 59. 


Markets—Agricultural 
Ortho Sells by the Book. Oct. 11, p. 14. 


Markets—Consumer 

Aluminum Gets Foiled. Feb. 8, p. 14. 

Motorcycle Makers Shift to a Higher Gear. 
Mar. 15, p. 14. 

Does He or Doesn't He? Apr. 5, p. 28. 

Suburbs: They Are A-Changin’. Apr. 5, 
p. 49. 

Gamesmanship in Computer Terminals. 
May 17, p. 21. 

Itching for More Business, May 17, p. 26. 

Somehow, It Just Had to Happen. May 17, 
p. 30. 

Letter from Ohio. May 17, p. 48. 

Hispanics: Youth Still Has Its Fling. 
May 17, p. 58 

Head-to-Head Competition. June 7, p. 15. 

When Small Is Beautiful. June 7, p. 18. 

A Long Way from Abraham Lincoln. July 5, 
p. 19. 

Lingerie Adds a Touch of Class. July 5, 
p. 22. 

Corning: Something New under the Sun. 
July 5, p. 24. 

Letter from lowa. July 5, p. 47. 

‘Surf's Up’ for Boardsailing. Aug. 16, p. 25. 

And Now, the Ultimate. Sept. 13, p. 28. 

The Preening of Mr. America. Sept. 13, 
p. 67. 

Packagers Scramble: McNeil Salespeople 
Pick Up the Pieces. Nov. 15, p. 20. 

Fast or Fancy? Dec. 6, p. 16. 

Beech-Nut Reborn. Dec. 6, p. 26 


Markets—industrial 
Up from a Quonset Hut. Feb. &, p. 10. 
A Change of Bearings. Mar. 15, p. 15. 
S&MM’s 1982 Survey of Industrial Pur- 
chasing Power. Apr. 26. 
Providing the Answers to Market Plan- 
ning Problems. 
Finding the SIC Digit for Every Sales 
Need. 
Behindthe Survey's Statistics: A Distinc- 
tive Data Base. 
What Is This Thing Called SIC? 
Industrial Advertising: The Focus Gets 
Sharper. SS, Apr. 26, p. 37. 
Republic Steel Brings Salespeople and 
Customers Together. 
Headlong into the Electronic Future. 
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